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"Secluded in the Poconos."
This slogan of Skytop applies not
only to the resort itself, tucked away in
the mountains of northeastern Pennsylvania, but to the principals of our
Firm—more than 300 of them—who
stayed there for five days in mid-June.
What brought them to the 5,500-acre
paradise that attracts those who crave
rest and recreation in mild sunlit air?
In a word, work. (Although they did
have just enough opportunity for play
to keep proverbial dullness away.) But
this assignment was the kind most professionals relish—a chance to discuss
important events and trends of the
practice, and to reflect on their own and
the Firm's present situation and future
prospects, far from the ring of the
telephone and the pressure of deadlines.
Because of the substantial increases
in the number of our principals in recent years, it has become necessary to
hold two sessions on consecutive weeks.
The participants this year arrived on
the Sundays of June 12 and 19 at the
five-story 250-room Skytop Lodge,
whose rooftop observation platform
commands a view of evergreen-forested
ridges and valleys over some 2,700
square miles.
Each Sunday evening a reception
was held, followed by dinner and the
first of several nocturnal get-togethers
for assorted games involving rectangular markers (including canasta and dominoes) which have already given rise to
legends that will endure at least until
next year's meeting.
On Monday morning, Mr. Queenan
launched the program. "The swiftly expanding needs of our Firm make this
meeting more important than ever before," he said. "Tremendous expense
and preparation are involved in bringing you here." The payoff on this investment, he added, must come from
the principals themselves. "Among you
are our future partners."
There followed a morning-long demonstration of some of the preparation

Mr. Queenan had referred to. Recent
developments in the Firm's auditing
procedures . . . the new HirS computer
audit program . . . proposed revisions in
our internal control questionnaire and
audit programs . . . and some concepts
of statistical sampling—these topics and
others (three or four a day) throughout
the session were presented by experts
and were supported by slides and detailed documentation.
The three major areas of the practice—auditing, tax, and management
advisory services—were covered in
depth, so that listeners were often try-

ing to grasp subjects and new developments in areas outside their specialities.
The program planners were aware of
this. Malcolm Devore, partner responsible for coordination of U. S. practice,
explained: "We want you to have an
exposure to latest techniques and concepts throughout the practice and to
develop at least a speaking familiarity
with them, so that you will be able to
detect a client's needs and, where necessary, bring to bear on those needs the
skills of our specialists. For example,
using statistical sampling techniques
which we have developed, a client was
able recently to save 11,000 man hours
in taking an inventory."

Sunday morning greeter is Art Feil,
Office Manager in the Executive Office
and well-known to our principals
through his arrangements for their
Skytop meeting each year. Most of them
use chartered buses to get there.
Group discussions, focused on morning
lecture subjects, occupy most afternoons
at Skytop.
Statistical sampling case study
is illustrated with slide projections by
Executive Office partner
Kenneth W. Stringer.
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Not all the technical expertise was
served up in customary ways. The subject of accountants' legal responsibilities
became, in dramatic form, as suspenseful as a Perry Mason TV show. To illustrate the imperative need both to perform our audits competently and to
prepare our working papers so that they
adequately support the auditing procedures we carry out, a hypothetical case
was assumed in which we had not complied with these imperatives—at least
not to the desired degree. Tom Warner
of Los Angeles (the first week) and
Jerry Kolb of Chicago (the second week)
played the role of a partner who had
signed our opinion on examination of

Under grueling cross-examination
by Marvin Schwartz (r.) of Sullivan and
Cromwell, attorneys of Haskins & Sells,
Tom Warner (Los Angeles) defends
hypothetical working papers in
mock trial.
Renewing acquaintances at reception,
Malcolm M. Devore (r.) Executive Office
partner, converses with Masaoki
Kodama (I.) and Ivan Larsen, managers
in DPH&S Tokyo Office.
The Terrible Tenth: Cool nerves are
needed to drive over the water; pond's
bottom is paved with H&S golf balls.

financial statements of a client and
where subsequently it was discovered
that certain asset values had been overstated and securities had been misappropriated at the balance sheet date.
Marvin Schwartz, a trial partner of Sullivan and Cromwell, our Firm's counsel,
played the role of attorney for the
plaintiff alleging negligence in the performance of our examination.
"Why didn't you verify the securities
as of the financial statement date?" This
and numerous other questions came insistently at Messrs. Warner and Kolb as
Mr. Schwartz dueled to bring evidence
to light. The principals' parries were
nearly equal to Mr. Schwartz' lunges

(all had spent considerable time preparing for the unrehearsed production),
but the moral of the tale finally was
clear—terribly clear.
"Just as lawyers are prisoners of the
trial evidence," Mr. Schwartz said, as
he enacted his summing up to the jury,
"so accountants are prisoners of their
working papers. . . . As long as accountants hold themselves out as professionals, they must hold themselves
to the standards they profess."
The themes of professional development and college recruiting also were
covered at the meeting. And for the
man who aspires to a position at the
top of the Firm another theme emerged.
Mr. Queenan expressed it: overseas experience is becoming virtually essential.
"The day promises to come soon when
visits or temporary assignments will no
longer be sufficient, because of the increasingly world-wide scope of the
business operations of our clients."
Younger men in H&S, he asserted,
should give serious consideration to
this.
Another highlight of the meeting was
a talk by a man who often has occasion
to work with our Firm: an underwriter.
He faces a problem we often face: digging out information. In the first week,
A. Hampton Frady of Merrill, Lynch,
Pierce, Fenner & Smith spoke to our
meeting; in the second session, Morris
Goldstein of Francis I. duPont & Co.
was the speaker. Both recounted experiences in getting "the real story" of companies whose security issues their firms
have underwritten. And both argued for
the value of persistent interrogation of
company officials. "The most productive questions," Mr. Frady said, "are
not necessarily the most perceptive
ones." The man who gets the best information, he said, may be the one who
simply keeps probing. Many principals
in the audience indicated later that the
view of "what an underwriter looks for"
had shown them parallels of painstaking
inquiry that can make an audit more
meaningful.
Thursday was the day the classroom
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Communications flow when principals
meet at Skytop. Managing partner
John Queenan considers the search for
future H&S leaders one of his most
important responsibilities.
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and meeting hall were abandoned for
the golf course. At a banquet that evening, the golf committee chairmaneven in the face of Mr. Queenan's comment that the committee next year
"would need legal counsel"—reported
on the battle that had been waged over
some 6,000-plus yards of once pristine
turf. One official digressed, however,
to note that the players had faced an
unusual problem. A certain person or
persons had stood behind the tee at the
water hole—a combination of Lake Superior and the Grand Canyon—and wagered that the driven ball would not
reach the other side. A cruel thing, the
official noted.
"But profitable," someone commented from the audience. The voice
sounded remarkably like that of Executive Office principal Ed Darcey.
Mr. Queenan, ending the evening,
likened competition at H&S to "golfers
trying to shoot par." In this Firm, we
compete with ourselves—try to bring
out the best that's in us. Our competition is not the sort where one man has
to lose for another to win.
"If you prove you can handle responsibility in Haskins & Sells, authority
will come. Our outstanding growth
demonstrates that we have room for
leaders." He then described his responsibility for selecting leaders, and
the qualities they should strive to develop. (These points are expressed in
Mr. Queenan's essay beginning on page
2 of this issue.)
"No one has all these qualities. We
all fall short in some of them. But if I
had to say what they add up to, I believe it's an ingrained desire to render
the finest possible service to all who rely
on us."
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